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Getting The Seller To Say Yes

When you meet with a motivated seller to negotiate a deal there are five specific steps you need to take to

get him to say "YES!" to your creative offer.

1. Ask the seller to show you the house

Your Goal: To establish rapport with the seller

In its simplest form, rapport is a connection of friendship between two or more people. Your goal is to
become friends with the seller. As you go around the house with the seller, do your best to get the seller
talking about himself and establishing a connection with you. Beware the common trap of picking apart the
house to the seller as you walk through it. This only severs your connection with the seller. Instead, focus
on the seller and building a bond then on the house. Once you have seen the house and established a strong

connection with the seller, it's time for the two of you to sit down and talk through steps two through five.

2. The up-front agreement
Your Goal: To create the context for an immediate decision from the seller on your offer

The up-front agreement is critical for your peace of mind. It guarantees that at the end of your conversation
with the seller you will know if you are moving ahead with the deal or not. The biggest benefit you get
from using the up-front agreement is that you will know right away where you stand. You are OK with a
"yes" or a "no." What you will no longer accept is a "maybe.” You need to protect your time. This means
only working with sellers who want to work with you. Get the seller to agree up-front to let you know
where you stand at the end of your conversation.

“Mr. Seller, I'm kind of a black and white person.” | want to be respectful of your time and my time. At the
end of our discussion | promise to let you know exactly where | stand, either “no this isn't a fit” or “yes this

isafit.” 1 am going to ask for the same courtesy in return. Is that fair?
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3. Draw out the seller’s real motivation

Your Goal: To uncover the seller's real needs

Listen to what the seller says then draw out his motivation for selling. The only way you can do this is to
subtly get the seller to volunteer their problems with their house themselves. Just how do you do this? By
carefully using negative questions that turn what you think is a real concern of the seller into naive sounding
good things. What this means is that you take what you think is a problem for the seller, and apply the
following formula to it. You'll be amazed at how fast the seller will correct you and vehemently voice just
how big of a problem it really is for them! The magic formula for getting motivated sellers to admit their
real problems. "The good thing is that it's not a problem __ (insert problem)___ right?" Now you need to
say this in an innocent and naive sounding voice but it works wonders. Here is an example to show you

exactly how this simple formula works:

"The good thing is that if you rent the place out at least you'll get to stay involved with the property on a day
by day basis, right?" (Typical seller response: "I hate dealing with renters, it's a big hassle.” You then say,

"Oh, it's a big hassle? I didn't realize that. Why do you feel it's a big hassle?")

See how easy it is? In essence you are identifying the negative realities the seller faces, but you are phrasing
them in such a gentle way that the seller will restate it in a stronger form themselves. It's a fact of human
nature that when we are faced with tough circumstances many of us don't like to look them straight in the
eye. Your job in step three is to help the seller to face the reality of their situation. And you have to do it in
such a way as to let them voice the bad stuff themselves. (Otherwise they will resist it.)

The above language pattern of negative phrasing relies on some facts of human behavior. When sellers are
selling their house typically they are motivated more out of a concern for making a mistake and getting
taken advantage of then by a desire to make money. When people are motivated more out of fear they tend
to look for what is wrong with a situation so that they can protect themselves. And people who are looking
for something wrong "mismatch.” If you say this is a "great™ idea they'll tell you it's a "horrible™ idea. This

is why negative phrasing works so well.
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Once you draw out the sellers motivation find out one last piece of information: What is the seller's time
line for selling? Ask the seller, "Mr. Seller, when did you want the property handled? Six months? Twelve
months? Ideally, when did you want it handled?" Notice that you are hoping the seller will mismatch you
and come back and say with some emotion, "l can't wait six months, we've been covering the double
payments for three months already. | want it handled right away.” If the seller tells you that they have no
real time line, that they will just wait until the property sells, this is often a sign you are not dealing with a
motivated seller. Make sure you protect you time by being willing to walk away if it becomes clear that it

just isn't a fit to work together.

4. Get clear on the financial details
Your Goal: To determine if there's a deal here

In step 4 you are going to talk through the financial details about the property. You are going to use these
financial variables to create your solution to meet the seller's needs. Notice that you NEVER talk about the
financial details until you have talked through the seller's motivation! Ask the seller what they

"realistically" expected to get for the property, what they owe on it, what their payments are, and all that.

5. The "what if"* game

Your Goal: To get the seller to agree to the major terms of a deal BEFORE you ever make a formal offer

Here's your chance to negotiate all the major terms of a deal with the seller before you ever break out an
agreement form and write them up an offer. You do this by using the two most powerful words in
negotiating: "What if..." This is the time for you to think through what you could possibly offer the seller
that would meet their needs and create a large profit for yourself. The best part about this is that if the seller
ever says no to one of your "what if" scenarios he isn't saying no to your offer, merely to one of your trial
balloons. If he says no then ask him what if ...(make another trial balloon offer.)
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Once you come to an agreement to the major terms of the deal, then and only then bring out the agreement
and write it up. That's how easy it easy to get seller's to say "YES!" to your creative offers. The key is to

cover the five areas in the correct order.

Thanks for taking the time to read this report. | hope you found the ideas thought provoking and beneficial.

My goal with this report is to help point you in the right direction and give you some guidelines to help you
make the right decision.

I know for you making the right choice is worth thousands of dollars and a great sense of “peace of mind.”
If there is ever any way | can be of service to you or anyone you know, please give me a call. Your initial
consultation is always under no obligation and completely free of charge. We’ll sit down for 15-20
minutes and I’ll show you everything you need to know when buying or selling a home. No pressure... just
plain honest talk about what it’s going to take to get you the results you need.

If you have any questions or would like more information, please feel free to contact me anytime.
I look forward to hearing from you soon!

Warmest regards,

#

Jeff Magee
Broker / Consultant
ABR, CRS, GRI, REALTOR®

E-mail: Jeff@MageeRealty.com
Company Web Site: www.MageeRealty.com
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